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Penelitian ini menguji pengaruh produk, harga, lokasi, dan promosi terhadap
keputusan pembelian mobil Suzuki baik secara secara parsial berganda. Jenis dari
penelitian ini adalah deskriptif kuantitatif. Sampel penelitian 68 responden. teknik
pengambilan sampel dilakukan dengan accidental sampling. Pengumpulan Data
menggunakan daftar pertanyaan (questionaire). Uji Instrumen Data  menggunakan
uji Validitas dan reliabilitas. Analisis data meliputi  analisis regresi Linier verganda,
uji Hipotesis, koefisien determinasi, koefisien Determinasi. Berdasarkan hasil
pengujian disimpulkan  ada pengaruh yang signifikan antara variabel produk terhadap
keputusan pembelian Mobil Suzuki di Dealer Suzuki Mobil Kudus, didasarkan dari
nilai thitung sebesar 2,510 > ttabel sebesar 1,998, dan prob. Sig sebesar 0,015 tingkat
signifikan di bawah 0,05. Ada pengaruh yang signfikan antara variabel harga
terhadap keputusan pembelian Mobil Suzuki di Dealer Suzuki Mobil Kudus,
didasarkan dari nilai thitung sebesar 2,455 > ttabel sebesar 1,998, dan prob. Sig sebesar
0,017 tingkat signifikan di bawah 0,05. Ada pengaruh yang signifikan antara variabel
lokasi terhadap keputusan pembelian Mobil Suzuki di Dealer Suzuki Mobil Kudus,
didasarkan dari  nilai thitung sebesar 3,658 > ttabel sebesar 1,998, dan prob. Sig sebesar
0,017 tingkat signifikan di bawah 0,05. Ada pengaruh yang signifikan antara variabel
promosi terhadap  keputusan pembelian Mobil Suzuki di Dealer Suzuki Mobil Kudus
didasarkan dari  nilai thitung sebesar 2,817 > ttabel sebesar 1,998, dan prob. Sig sebesar
0,017 tingkat signifikan di bawah 0,05.
Kata kunci : Produk, harga, lokasi, promosi, dan keputusan pembelian.
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THE INFLUENCE OF THE MARKETING MIX
AGAINST THE DECISION OF THE PURCHASE
SUZUKI CARS
(Case study on the Suzuki Car Dealer Kudus)
VIKI NURLITA
NIM. 2013-11-087
Advisor     I  Dra. Hj. PANCA WINAHYUNINGSIH, MM
Advsiro    II RATIH HESTY UTAMI, SE, MM
This study tested the influence of product, price, location, and the promotion
of car purchasing decisions against Suzuki both partially double. Type of this
research is quantitative descriptive. Sample research 68 respondents. the technique
of sampling done by accidental sampling. Data collection using the questionnaire
(questionnaire). Instrument Test Data using the test validity and reliability. Data
analysis includes a linear regression analysis of the verganda, test the hypothesis, the
determination coefficient, the coefficient of Determination. Based on the test results it
was concluded there was significant influence between the variable products Car
buying decision against Suzuki in Suzuki's Car Dealership, based on the value of
thitung 2.510 > ttabel of 1.998, and prob. Sig of a significant level of 0.015 below
0.05. There is a signfikan between the variables influence the prices of car buying
Car Suzuki Dealers Suzuki in Holy, based off the value of the thitung of ttabel >
amounting to 2.455 1.998, and prob. Sig of 0.017 significant levels below 0.05. There
was significant influence between the variable location of car buying Car Suzuki
Dealers Suzuki in Holy, based off the value of 3.658 thitung > ttabel of 1.998, and
prob. Sig of 0.017 significant levels below 0.05. There was significant influence
between the variable promotion Car buying decision against Suzuki in Suzuki Car
Dealers based on the value of the Holy thitung of 2.817 > ttabel of 1.998, and prob.
Sig of 0.017 significant levels below 0.05.
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